The paper strives to empirically examine and deduce the exact contribution of Savings & Loans companies as the microfinancing sector in Ghana's economy, from the micro to macro aggregate, and further analyze the extent of its economic impacts as against the challenges faced by the sector in the Banking Industry in support of the development of the financial system in Ghana as a complimentary to it economic growth.
A. INTRODUCTION i. Objective of the Research
The ultimate focus of this research was to examine the contribution of savings & loans companies to Ghana's economy through its credit availability and mobilization of savings.
Furthermore to analyze the extent their contributions address the needs of the marginalized sector of the economy that the traditional banking system has been unable to resolve satisfactorily up to date. With the ultimate aim to guide the policy makers to formulate appropriate strategies to tap the full potentials of that sector, for the benefit of the financial system in Ghana, as well as formulate classical strategies for effective supervisions.
ii. Historic background of Ghana Financial System and Banking
The financial landscape of Ghana has gone through a chequered history over the past three decades. In the 1970s and the early 1980s; the economy of Ghana was characterized by a steady decline with hyperinflation and exchange rate depreciation being the major features (Ameyaw S. D., 2004). The malaise that afflicted the economy took its toll on the banking and financial system of the country. Among the ills bedeviling the financial system as at that time, the following were mentioned as prominent:
 Low capital base of banks  High-risk concentration  Large portfolio of non-performing loans  Weak accounting and management information systems  Weak internal controls  Weak supervision and deficiencies in the legal and regulatory framework (Appiah, M., 1994) .
In addition to these, the Banking system suffered from over-regulation of interest rates as For their lending operations, banks have always been characterized by high value and longer duration loans, which require formal Institutions that governments created and yet they failed to solve the problem of the huge financial gap. Aryeetey (2008) further argued that the difficulty of trying to reach small borrowers with large formal Institutions, among others, led to poor banking practices that eventually weakened many banks and made reforms necessary. In contrast, individual savings collectors known all over West Africa made an advance to their regular clients. These advances were usually low value, very short term (less than a month), provided interest-free and disbursed immediately. Many analysts were of the view that combining the Banks' capital with the intrinsic advantages of the informal agents could result in solving the financial gap problems (Aryeetey, 2008) .
The idea that led to the conceptual development of the Savings & Loans sector in the financial system of Ghana. 6 
iii. The relevancy of studies
Savings & Loans companies in Ghana are noted to create access to productive capital for the poor;
together with human capital, which is empowered through education and training, and social capital incentives achieved through local organization building, which enables people to move out of poverty.
By assisting the poor with material capital, their sense of dignity is strengthened and this can help to empower the individuals to participate in the economy and the society (Otero, 1999) . The aim of micro-finance as asserted by (Otero, 1999) is not just about providing capital to the poor to combat poverty on an individual level but also on the Institutional level of micro and small scale enterprise credit accessibility, the sector of the economy which is continuously ignored by the formal banking sector. Littlefield and Rosenberg (2004) argue that the poor and the micro-enterprise are generally excluded from the financial service sector of the economy, which the micro-finance Institute have emerged to address these market failures by addressing this gap in the market in a financially sustainable manner.
And therefore express the concern of increasing the lending portfolios through its accessibility to the 
B. LITERATURE AND THEORY
Micro & Small Scale Enterprise and most of the poor population in Sub-Saharan Africa have very limited access to deposit, credit facilities and other financial services provided by formal financial
Institutions. For example, in Ghana and Tanzania, only about 5-6% of the population has access to the formal banking sector. The formal Banks in their tradition, are generally reluctant to give credit, especially to start-up enterprises without quality collateral due to perceived high risk, which is equally extended to micro and small scale enterprises operating in developing and underdeveloped economy.
The cost of handling micro-credit and its perceived risk association makes the start-up entrepreneurs not bankable thus of no interest to the traditional banks (council, 2002) . According to the 2000 population and housing census in Ghana, 80% of the working population was found in the primary and the informal sector of the economy, after 10 years later, the new housing census of 2010, further reiterated that the working population of Ghana has 93.1% in the private sector with 86.1% found in primary and private informal sector. This type of group is characterized by a lack of access to credit, which constrains the development and growth of that sector of the economy. As a matter of fact, access to financial service is imperative for the development of the primary and the Informal sector, and also helps to mop up excess liquidity through savings that could be made available as investment capital for national development. The goal of attaining economic development in many more countries around the world is unlikely to be realized when 1.7 billion working adults make less than US$2 a day and having little or no access to basic financial services (World Bank, 1999). According to Firpo (2005) , the history of the financial system in the United States has shown that providing citizens with capital and their ability to save are key underpinnings of economic growth, yet between 70%-80% of the world's population has no access to even the most basic financial service.
This lack of access to financial services from the formal financial system is quite striking when one considers the factors which define the Africa economic system, whereby the poor represent the largest share of its population and that the informal sector constitutes the largest and the vital ingredient of its economy. However, to meet this unsatisfied demand for the financial service, a large variety of microfinance Institutions has emerged over time in Africa. Some of these Institutions concentrated only on providing credits, while others engaged in providing both deposit and credit facilities and finally some are involved only in deposit collection .
Traditionally, commercial banks have shunned the microfinance sector, allowing it to be dominated by the Alternative Financial Institutions (AFIs), which consist of small savings and loans companies and Susu collectors with the reason that this category of the market fall in the scope of low-income earners, hence investment return in this type of market is unattractive and not bankable. The
Consultative Group to assist the poor (CGAP) once highlighted the vast potential market of retail financial service to low-income earners. The CGAP reported that as of 2003 there were approximately three billion potentials clients. Worldwide for the microfinance market with only one-sixth of its market being served, mostly by AFIs. (Boateng, D., 2009 ). Firpo, (2005) argues that the microfinance industry has proven that the extreme poor are bankable. Not only do they repay loans, but they also do so with very low defaults and relatively high-interest rates. Banks and Entrepreneurs in developing countries are beginning to realize that, there is a viable market for financial products among the vast unbanked populations of the world (Firpo, 2005) . According to (Appiah, 2008) microfinance has been successful in reaching the poor and helping them gradually escape poverty because of its strong competency in using the scarce resource to efficiently reach the underserved. He, therefore, defines microfinance as the provision of financial services and the management of small amounts of money through a range of products and a system of intermediary functions that are targeted at low-income clients. By the mid-1990s money-lending had become more of a part-time activity by traders and others with liquid funds than a full-time profession. The loan from money-lenders typically average 3 months and rarely are made for more than 6 months (although some borrowers may take a longer time to pay back the credit facility). The typical interest rate in the early 1990s was 25-30% for the threemonth loan; this represented a sharp decrease of interest rate from 100% on loan in 1983, reflecting some market sensitivity to lower inflation and increased liquidity in the post-reform period (Aryeetey, 1994) . Money lenders preferred security in the form of physical assets like buildings, farmlands and undeveloped land assets, etc. This resulted in incurring a little transactional cost in enforcing pledges of such collateral as they could simply make use of the property until the debt was paid. Loans made to employees, including civil servants were often secured by an arrangement with the paymaster.
Verbal guarantees from family heads, friends and relatives were also accepted as security (Steel and Andah, 2003) . Steel and Andah (2003) explained the operations of the Susu system as follows: The
Susu system primarily offers savings as a products to help clients accumulate their own savings over a certain time period, ranging from one month to two years, although credit packages was also a common feature, all members of the Susu group except the last, receive their lump sum earlier when they saved independently or in their own capacity with the ultimate purpose to accumulate funds.
Susu club operators try to attract more clients by advancing credit to members' to target a savings amount before the end of the circle. The operators occasionally advanced credit facilities to best customers before the end of the months and in some cases may extend the loan up to three months, which in most cases their abilities were constrained by the fact that they generally lack the capital apart from the savings they mobilized. In an effort to capitalize on Susu collectors' and intimate knowledge of clients; Savings and Loans Companies introduced a pilot program to provide funds to Susu collectors for them to on-lend to their clients (Steel & Andah, 2003) (i)Rotating Savings & credit associations; the membership regularly either in weekly or monthly contribute a fixed amount that is allocated to each member in turn.
(ii) Accumulative Savings & credit associations; Membership makes regular contributions with the funds lent to members or paid out to support members in a certain circumstance like the death of family members, accident, health cost, etc.
Susu Club: It is the combination of "Susu collectors" and "Susu association arrangement" in which members commit to savings towards a sum that each decides over a 50 or 100 weeks cycle. However 10% commission on each payment including an additional fee when the targeted amount is advanced as a credit to a member before the due date.
Susu Companies: It existed as a registered business whose employees collected daily Savings using "Regular Susu collecting" methodology, but promised loans twice the amount saved after a minimum period of six (6) months. Owusu (1993) argued that the mobilization of domestic savings form the bedrock of any financial system in Ghana and much of this could be tapped from the informal sector.
Financial Sector Reforms in Ghana came as a package with the Economic Recovery
Programme (ERP), which was introduced in the country primarily to get the wheels of the economy back on track. This programme was implemented because the economy of Ghana had not been performing to the expectation. According to (Owusu, T., 1993) , the implementation of the financial sector adjustment programme (FINSAP), under the Economic recovery programme was aimed at strengthening the overall financial system, including the informal non-banking sector in Ghana. In the late 1980s quite a number of Susu and finance companies sprang up and their objectives were to mobilize savings ostensibly for on-lending to their customers. Owusu (1993) asserted that 'the generous credit overtures made by these companies enthused many pretty traders, mostly women, to make colossal deposits with them'. It was later noted that most of the companies in this sector of the economy had fraudulent intentions and millions of cedies were misappropriated by the owners and the employee without any recourse to redress by depositors. In an effort to instill sanity into the system, the relatively poor clients with very small, short-term transactions, which remain both costly and risky (GHAMFIN). The Interest rates of these institutions are therefore higher than the traditional Banks. However, clients place greater value on ready access to funds than interest charges because its mode of frequent payment in small batches (daily, weekly, fortnightly and monthly) makes it easier for the clients to bear the cost of borrowing and loan payment.
The Savings orientation program became a useful strategic tool to be used to screen and select potential clients to qualify for a credit facility, a means to reject indiscipline clients. As comparatively large numbers to be served for the credit operations to be profitable. There is a high risk of default which needs to be well managed (Boateng, 2009 ).
C-1. Differences in Service delivery of the Traditional Banks and Savings & Loans
Traditional Commercial Banks approaches to microfinance delivery often do not work. With their principle, the credit methodology requires documentary evidence, long-standing bankercostumer relationship, and collateral, which most micro and small businesses do not possess. 
C-2. Factors that Contribute to Savings Mobilisation
The purpose of savings among people is diverse. It has been observed that different people save for a different purpose. Bass et al (2000) identified the following factors that influence the decision to save, namely, product design, product flexibility, rate of interest and transactional cost. In their view, savings products must be designed to respond to the characteristics of different segments. Product design must therefore consider earnings, however, the cost of administration was very high due to retail nature of the market. It, therefore, became very clear, that funds pooled together in this market constitute a veritable source of cheap money for banking business. The more of these funds a bank can garner, the cheaper it will be for it to transact business on credit facilities. It is for these reasons why most Banks are deploying men and resource to explore this market the more. Fiakpe was of the opinion that comparing this kind of market to any other market segments in the financial industry, the savings market is still the least developed, an indication that not much has been done to mobilize sufficient funds from the informal sector of the economy to control about 40% of the country's economy.
In Availability of credits from micro-depositors also helps in savings mobilization effort. In reference to Steel and Andah (2003) ,
report indicated Citi Savings & Loans which became
Intercontinental Bank and currently has metamorphosize to Access Bank in Ghana, was able to gain Susu club operators as clients not only by providing a safe place for weekly sums of funds mobilised, but also by providing loans that would enable the Susu-operators to offer more advanced than they would have been able to make out of their own accumulated resource. Operators were willing to borrow at 53% per annum even though they were earning only a 5% fee per month on early advances plus 10% commission on savings because being able to make advances to a substantial number of clients improved their reputation and attractiveness to a new client who pays an upfront membership fee. Citi helped provide liquidity to the club by providing the Susu operators with loans which allowed them to make pay-outs as early as possible. The operators charged a small commission from all members that enable him/her to borrow the funds and reap a small profit. The average weekly individual deposit to the Susu clubs is between US$2 and US$90 for a total weekly collection of approximately US$3,333 which is used to make the weekly pay-out and to cover the fees charged by the club operator. Some of the monies were deposited at Citi account by the operators as a primary means of obtaining loans as susu clubs. By the end of 1997, Citi's Fadama Branch had made loans in amounts ranging from US$54,000.00 to US$125,000.00 totaling US$390,000 to only four of the 12 clubs the branch served (Steel & Andah, 2003 Savings & Loans companies that will be unable to comply with the fee, hence reversing the positive trends of both formalizing what was essentially money lending operations and also denying successful Non-governmental organizations to move into mobilizing and intermediating savings as a basis of greater outreach.
C-4. Regulatory Framework for Savings & Loans Companies in Ghana
The iv. Subscription monies received towards bonds and debentures to be issued by the company or for the purchase of securities issued by others
It must be noted that these exclusions are made for the purpose in the definition of 'deposits'
and not meant to represent the prohibited business. This classification is important within a context, on the fact that certain regulatory/prudential requirements are defined in terms of deposit liabilities. Example are;
The Primary Liquidity Ratio (PLR)
The Secondary Liquidity Ratio (SLR)
The two types of deposit liability, prescribe respectively as; Minimum amounts of primary and secondary reserve assets that must be maintained by deposit-taking Institution, expressed as a ratio of deposit liabilities. The NBFI (BOG) Rules for deposit-taking Institutions also provide the following definitions for Micro and Small Business finance as follows;
Micro-Finance means, lending to borrowers that have the capacity to service/support loans of not more than Ghȼ100 and in the case of group lending or several guarantees of the members of the group having access to credit not more than Ghȼ1,000
Small Business-Finance refers to lending to borrowers having the capacity to support/service loan of Ghȼ2,000; these definitions of 'Microfinance' and 'Small Business Finance' must not be mistaken for limits on financial exposures that Savings & Loans can undertake. While To measure the reliability of results in reflection to the field of research studies, responses elicited from respondents, were all examined critically in correspondent to the questionnaires and its objectives, which was estimated per the consistency of the scores rated across the repeated observation: the reliability of coefficients was determined as 0.90, which signify a high degree of confidence in the data, responding to the reality on the field.
To know the working hours and days in the week and weekends designated to serve clients as
Savings & Loans companies in Ghana, the question was posed to the respondents and the feedback was computed into Averagely about 57.1% of the staffs of Savings & Loans companies responded that, their companies' combined the three methods stated above simultaneously to achieve their intended market target because the competition to survive is very high while about 22.9% of the respondents said they use mobile banking team technique solely and it working effectively for them and finally followed by 17.1% who relied on their customers walking to their Banking Hall to transact with them. However 2.9% indicated they rely on public announcement and media promotion for deposit collections as the data above depicts. Finally it was observed that those Savings & Loans companies that relied on single method of deposit collection and yet very successful, seem to have a long years of existence in the Ghanaian financial market than the companies who has adopted more than one method for deposit collections.
The next effort was to examine the types of Savings Instrument offered to client as Savings & Loans Companies and graphically computed as Figure X1 . The studies revealed that averagely, Savings & Loans companies turn to have more deposits coming in weekly bases, comparable to daily and monthly per independent measurement of variables. Most customers indicated that considering the nature of their business climate, weekly deposits was more convenient to their business especially during the period of the loan payment, it gives the room for their business to breath with 61% responding to the weekly deposit as the most convenient and preferable.
The studies further sort to know the Volume of Savings mobilization by the leading category of Financial Institution in Ghana from 2012-2016 and the findings were computed into a The data graphically depicts that, majority of the Medium, small and micro-scale enterprises, that rely on Savings & Loans credit facility are commerce-oriented, which was noted as holding 67.5 % of the loan market, then production enterprise more of Agro-business oriented hold 10.5% as the second highest in the Loan market of Savings & Loans companies, the third was Enterprise that secure loans as a working capital, example was the college management and administration which call for advance salary payment for staffs to be paid later through student fees payment, as well as church administration, they covered the 8.5%
of the Loan market of the Savings & Loans companies in the financial market of Ghana.
D. FINDINGS, CONCLUSION AND RECOMMENDATION Findings
The following were findings, the studies seek to elucidate; In the instance where individual based lending is employed, they make use of the group to get reliable information on customers before credit is advanced. And it is noted that the processing time of loan applications is averagely within two weeks 
Conclusion
Savings & Loans companies according to the studies could be concluded that they form an
Integral part of the financial system of Ghana. Even though their current relative shares of total deposits and total credit into loans and advance may not be highly significant, yet the trends in it contributions, point to great potential in enhancing overall deposit mobilization and credit availability. Which it could further be concluded that they provide an alternative avenue for Savings and access to credit, for micro savers and borrowers for whom the procedures and requirements of the traditional banks are too burdensome and discriminatory. 
The distinction between Savings & Loans companies in the Laws of Ghana and that of the

